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IDEAS FOR MANAGEMENT 


January 46 
A look at what's ahead for distributors and their saleamen. 


January 564 
at North- 


WHY 32 DISTRIDUTORS WENT GACK TO COLLEGE... 
32 «bearing distributors profit from formal training 
western U 


HOW SPECIALIZED CAN YOU GET? January 62 
A Texas rubber firm has gone all out in custom service asa way to 


build high margin sales. 


WHEN CUSTOMERS MOVE AWAY Januery 151 
A lesson from Utica’s story of industrial revival after textile in- 
dustry moved out leaving industrial vacuum. 


* THE COMPUTER ENTERS DISTRIBUTION .February 44 
The large distributor ix in the spotlight in this article "describing 
equipment and uses. 


P.A. PLEADS: STOP CUTTING PRICES 
Will wpecialized distributors replace general line supply firms? P.A. 
tusses challenge at general line distributors. 


MOVE OVER: THERE'S ENOUGH ROOM 
Officials of two new supply firms explain why they went into busi- 
ness for themselves and how they plan to grow. 


GET THAT ORDER GOING 
Canadian distributor shows how an ingenious paper handling mecha- 
niam insures faster deliveries. 


* SMALL FIRMS CAN USE SOSCA TOO February 
SOSCA is used to check the profit scale of New England distributor 
who proves technique can be applied in a small company too. 


STOCKLESS PURCHASING AT CHOCOLATE GAYOU 
“Job-site’’ service by distributors relieves customer of all his MRO 
purchasing routines. 


HOW TO MEASURE YOUR EFFICIENCY 
Take time to match your showing with performance of firms that 
top the average in exploiting their resources. 


DISTRIBUTION: THEN AND NOW ° 
New Englander looks back over 70 years of industrial ‘distribution. 


HOW TEK SELLS MORE THAN PRODUCTS. 

Bearings firm has proved that plant surveys and « seminars pay ofi— 
because they fill a void that most distributors neglect. 

HELP FOR THE SALESMAN SHORTAGE April 166 
It's interview time for ID seniors at Clarkson College, Texas A&M, 

Bradley and Western Michigan Universities. 


FIVE-MINUTE ORDER CYCLE...... 
Philadelphia distributor shows how he haved 10 hours off the. time 
of getting an order ready for shipping. 


WHAT IT TAKES TO SELL 
Chicago firm has devised a detailed 
aspect of the outside salesman's job. 


"guide “that “spotlights” every 


HOW PRODUCTIVE iS YOUR WAREHOUSE? 
The first authoritative survey on key measures of efficiency in the 
warehouse is summarized in this article. 


HARD-SELL ON ORDERMATION. 
Three firms that pioneered the use ot Data- Phone step up their 
efforts to sell industry on even wider usage. 


IDEAS FOR SALESMEN 


SPACE AGE SELLING. . January 
How the needs of space age ” industries can affect a enleeman as 


Southern California salesman's experience proves. 


GETTING SALES OFF THE GROUND February 
Memphis salesman makes flying pay off as a means of. making 
distant calls. 


NEW WAY TO HANDLE “SPECIALS” 
Richmond firm's “‘SOS" system gives rush items the attention they 
deserve through proper organization. 


CAN A WOMAN SELL INDUSTRIAL SUPPLIES7.. February 164 
A New Jersey woman proves that men don't have a monopoly on 
industrial selling. 


MAKE SURE YOU KNOW WHO CAN BE SOLD. 
A handy guide to help you discover your sales potential. 


WHAT IT TAKES TO SELL THE BIG ONES 
Hoxton specialist in large accounts takes over when big companies 
demand a special kind of 5 rvice. 


-April 51 


HOW TO RECOGNIZE A “PRO” eceecves 
An account of how a successful Ohio salesman de munatrates profes- 


sional qualities. 


WHERE ALL THE SALESMEN STAY INSIDE. April 54 
Burbank, Calif. firm eliminates all routine outside calls. Key to his 


success—top flight promotion. 
90 CALLS ON FREYDAY. 


Los Angeles salesmen set aside one day a month for concentrated 
missionary work un one selected line. 


SALES PROBLEMS 


WHEN THE P.A. GETS INSULTED. 
An explosive situation involving an innocent. victim. 
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COVER ALL THE GASES ° 
Carry through with sales presentations. 
WHICH WAY NOW, SALZSMAN?. . -March 143 
Salesman gets two emergency calls late on " Peidayaoone "rom hia 
account, one from .. big account of another salesman, What would 
you do? 

WHEN COMPCTITION BREAKS THE RULES -Aprii 115 
It isn't easy to undo the damage when another salesman has brain- 

washed a customer about performance of a product yuu have sold, 


ARC BUYERS GETTING VALUE-CONSCIOUS?. 
With “Value Analysia’’ the salesman has a better chance to meet 
the argument, “Your price is high."’ Or does he? 


ORDER, ORDER, WHO GETS THE ORDER? 
Who makes the sale?——The man with the best presentation, the man 
who stresses price, or the mun who proves his service value, 


SPECIAL REPORTS 


168TH ANNUAL SURVEY 
1963 Sales are up 3% over 1962, bringing total volume for the 
industry to $7.804 billion. Sales continue to climb. 


COMING TO THE FAIR? ° ° ° 
Distributors by the hundreds will be joining the vast pilarimage to 
see the sights of the biggest World's Fair of all time. 


* PAPERWORK REVOLUTION en on ° eee 
ID brings to distributors for the first time | a comprehensive guide 
to the latest equipment designed to automate or semi-automate the 
office in every size and type of firm with full detail on new machines 

. and what they cost. 


a t Thinking 
Why Change? 

Guide Through the Machine Labyrinth. 
Accounting Machines and Systems. 
Data-Communications ..... 

Forms 





Records Storage ..... 


THE ID CASEBOOK 


New ideas from 89 different firn.s to heip you bouwst sales, improve 
methoas, reduce costs——for saleamen, managing and operating 
people on the inside. 

JANUARY ..... 

FEBRUARY .. 


PROMOTION 


SHOWCASE ON WHEELS ++..-dJanuary 66 
Pennsylvania salesman was determined to do sumething more than 
sell like everybody else. Here are specs for a unique sales tool, 


SILENT SALESMAN MAKES 4,000 CALLS. 

A Seattle firm has solved the problem of ‘the small account who 
should be reached but can't be called on—with a big, lively house 
organ. 


HOW TO MAKE SALESMEN’S CONTESTS PAY OFF : 
Memphis distributor has settled on a formula that gets results by 
strictly adhering to some simple uidelines for avoiding contest 
pitfalls. 


..May 175 


HOW TO BUILD AN IMAGE seseee dune 48 
Hiow a Texas distributer multiplied the impact ‘of his advertising 
without increasing his budget. 


GENERAL 


THE NEW MIXED BAG OF TAXES 
The 1964 Tax Law will mean lower rates for individuals and com- 


panies, Some facts worth knowing about the bill. 


MEETINGS 


SIDA: GOOD START FOR '64 

Southerners’ Mid-Year Meeting ia New Orleans reflects widespread 
but cautious optimism as distributors wind up a year of healthy 
sales increases. 


WESTERN DISTRIBUTORS SEE UPTURN 

San Francisco meeting zeros in on challenge of change | as major 
industries in several areas show signs of going through a shake- 
down, and supply firms make bid for more diversified accounts. 


March 67 


10 SEMINAR EXPLORES THE FUTURE ..-May 238 
Distributors from four supply firms described their experiences | in 
automatic data processing, data transmission, lowering customer 


procurement costs and advertising and promotion. 


TRIPLE CONVENTION 1964........5565: ° ° eee eeenes June 
Distributois from throughout the country conve ae with oupeilere 
for the 59th NIDA-SIDA-ASMMA convention. Theme throughout the 
sessions: how to raise the protit level of the industry in an economy 


of rupid change. 


EDITORIALS 


Distribution Horizons, 
Advertising Awards 
Sal ‘ fo 
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A Leok Back .. ee 
Paperwork Revolution ° cootcesces 
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IDEAS FOR SALESMEN 


SELLING DISTRIBUTION WITH PICTURES 
Salesmen at Bearing Headquarters in Chicago use photos of their 
operation to convince buyers of their distribution facilities. 


SEL. “VALUE” FOR BEST RESULTS 

A panel of salesmen from a New Jersey firm sive their opinions os 
the case of the perplexed P.A. who was approached by three differ- 
ent salesmen with three different stories. 


WHAT TO DO ABOUT THE 2-TO- August 65 
Can the frustrated salesman who vis that buyer's calling hours 
have ruined his selling plan, do anything about it? 


HOW TO SELL ON THE TELEPHONE 
Full details on how a Binghamton, N. Y.. distributor added “Phone 
Power"’ to his telephone technique and what he thinks of the results. 


WHEN YOUR FIRM 1S ONLY SECOND CHOICE September 105 
The problem is to incrense sales volume with a company whose 

plant manager favored competitor from whom he bought years ago 

when he had charge of buying. 


“WHY | CHOSE SELLING” 

S. Stuart Cooksey of Mobile, Ala., found teaching school quite dull. 
He embarked upon a sales career which he has found most gratifving 
ever since. 


TO SELL OR NOT TO SELL 
A salesman must decide whether to go to all the trouble and ex- 
pense of working up a proposal for a customer, whose purchasing 
office is in another part of the country, where the P.A. might let 
the job out on general bid. 


WOULD YOU CHANCE iT? 
When the regular buyer is out, should the salesman take this 
opportunity to tell Mr. Big in purchasing about his brain-child? 


DIRECT ACTION SERVICE GETS THE SALES 
A Trenton, N. J., salesman attributes his success to service-oriented 
selling and describes how he practices this type of sales. 


WHEN A SALESMAN BECOMES A SPECIALIST 
A Brooklyn, N. Y., distributor has developed a successful training 
plan to turn its sales force into a special line selling team. 


IDEAS FOR MANAGEMENT 


DOES IT P4Y TO OPERATE BRANCHES? 
Cottingham Bearings, after long experience with branches, consoli-. 
dated major functions while preserving local image. 


GET MORE OUTPUT FROM YOUR INPUT.. 

A Philadelphia distributor describes how their ‘‘workload study"’ 
method can mean increased productivity by developing standards 
that can be applied to inside operations and reducing work by 


elimi ing or bining jobs. 





SERVICE SHOP: THE COMPETITIVE EDGE ° 
A Davenport, Iowa, firm tells how its service shop grew to sma‘!- 
factory proportions and how it turns a profit. 


August 46 


FACTS FOR DECISION MAKING 

By use of modern accounting machines and data processing service 
centers, distributors from coust to ceast have found that organized 
data facilitates the use of the more sophisticated management 
techniques, such as product and territorial profitability studies. 


BIG CHANGE IN AURORA .+..-December 42 
An Illinois supply firm changes its image from a general line supply 
house to a “‘selected lines’’ distributor and tells how and why 
the changeover was made. 


MANAGEMENT AND SALESMEN 


HOW STA: IPS BOOST SONNET’S SALES 
A California distributo: gets a real incentive program off the ground 
by using trading stamy ta inal cost. 





HOW TO DEVELOP SUCCESSFUL SALESMEN 

R-J Bearings in St. Louis tells how it has paid to set some guide’ © 
rules in selecting, training and inspiring young men who hope to be 
real “‘pros'’ at outside salés. 


SCHOOL TIME FOR CUSTOMERS , 

At Rockford Tool & Transmission, the credo is: ’ before sales, comes 
customer education. They put on a seminar that ran 40 hours in 

four cities and drew 900 ‘‘students."’ 


COU’ D SALESMEN USE “ASSISTANTS”. cone 
J. N. Fauver in Detroit. has a novel ayetem for “ansociate”’ ‘sales- 
men which works to everyone's advantage—solves a training prob- 
lem, and relieves senior men of detail. 


HOW TO RUN A SALES CONTEST 

A Lancaster, Vu., distributor gives useful tips on running a com- 
petition that pels results by planning contests free of discouraging 
pitfalls. 


* TOOLS OF SELLING. 

The first article ever published covering ev ory facet of the tools of 

selling that industrial distibutors can use. It gives a full report on 

ID's Advertixing Awards winners, tools of selling trends by distribu- 

tors who believe in axgressive sales promotion and a directory of 

the sales and training manufacturers provide. 
The Award Winners... .......5 ccc ccececccececeees -NOVember 44 
The Creative Distributor... .........00000eseeeeeee+-NOVember SD 
Directory of Suppliers’ Aids. .....6.eeeeeeeeeeeeesss. November 75 


July to ! eeryy teal 


THE ID CASEBOOK 1767 


Practical ideas from 75 distributors to boost sales, improve meth- 

ods, reduce costs—for salesmen, management and operating people 

on the inside. 

sULY 

AUGUST 

SEPTEMBER 

OCTOBER one 

DECEMBER 2... cece ec cere e eer eer errr esse see esse esses eeeesee 


INNOVATION 


THE AIRPLANE IN DISTRIBUTION 
A spot survey by ID editors reveals that use of airplanes by dis- 
tributors is still far from commonplace, although some firms have 
been ‘“‘taking to the air’’ for years. 


ORDERMATION REVISITED September 64 
A progress report on the Houston plan for automatic ordering with 
Data-Phone. How it’s growing and what it means to both distribu- 
tors and customers. 

* FIVE YEARS WITH EDP October 44 
More than five years’ experience with computer operations con- 
vinces Pattison Supply Co. president that EDP ix here to stay. A 
report on how the system operates today and a look at the future 
for firms expecting to grow in the age of automation. 
SPLIT-SECOND PURCHASING October 61 
For an insight into what will probably become a significant trend 

in distribution—affecting both your buying and your inventory 
policy—keep this case history for future reference. 


THE INDUSTRY AND ITS PROBLEMS 


* NEW CHALLENGES TO DISTRIBUTOR SELLING 
A message for salesmen faced with a substantial loxs of business 
because more alert competitors have set up stockless purchasing. 


SUPPLIERS CELEBRATE 100th ANNIVERSARY September 70 
After a century of selling through distributors, three New England 
suppliers take a look back and tell how they started out, the prob- 
lems they encountered as they grew, and how they look today. 


CAN YOU LIVE WITH CHANGE? November 166 
ID's report on what went on at ASMMA's Cleveland Conference, 
where the problem of survival was the main topic. 


NEID FOCUSES ON FUTURE November 162 
New England distributors met with their suppliers to discuss the 
future of a changing market. Conclusion: Operations could be run 
more smoothly by updating methods that the industry has outgrown. 


ARE YOU A RELUCTANT SANTA CLAUS? December 46 
A report on the Christmas gift-giving problem and what distributors 
are Going about it. 


LOOKING AHEAD IN DISTRIBUTION December $2 
At ID's second “Distribution Horizons"’ seminar, automatic ordering 

and data processing systems were spotlighted as the ain concern 

to forward-looking firms. 


BEARINGS FIRMS FACE UP TO CHANGE December 120 
The consensus at AFBDA’s annual meeting is that the industry 

should lead, not follow, in the marketing revolution that has just 

begun and must be alert to change if it wants to grow. 


PTDA: NEW HORIZONS. December 124 
At the fifth meeting of PTDA, distribution cost accounting is intro- 

duced to its members and the big concern is to get control of costs 

and make the sales pay off. 


MARKETING GETS MORE PRECISE 

Selling through distributors is being evaluated by many manufac- 
turers at AMA and NICB sessions in N.Y.C. Key suppliers have come 
up with new ideas for more integrated selling. 


EDITORIALS , 


* Challenge to Distributor cpr eaeayeaaedibbape! 
Terminal Facilities cece cee rocco ses ccc cso MUMS 
* Facts for Decision Making.............+. . September 
Empathy ond Ego .. 1. cece sccereeeeseeeeesececess - October 
# Tools of Selling cece sesesececcesseccsesscseess sNOVember 
, 


OUTSIDE THE U.S.A. 


DISTRIBUTION BEYOND THE ALPS... ee ; 
C. Bossard Co. gives a firsthand account ‘of some of the trials and 
triumphs of a modern, growing supply firm in Zug, Switzerland. 


TOOLS IN THE BAZAAR. . A 
Back from trade and aid mission to india, Los Angeles distribetor 
assesses trends in a developing, exotic land, 


* Reprints Available. 





